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SUBJECT: April 1994 Monthly Promotions 


DATE: February 1, 1994 


The national promotions scheduled for April feature very powerful consumer incentives 
and will help us to meet our sales objectives. We must ensure that we use them 
effectively and completely. 

The Basic B2G1 F Pack promotion will help to maintain the momentum that you have 
established on Basic and allow us to respond to competitive buy-down offers in a unique 
way. Priority accounts should be those where Basic is not competitively priced and/or 
merchandised. 

The Multi-Brand 2-Pack with Free Newspaper and Carton with Free People Magazine 
wil! allow us to take advantage of recent sales growth on Virginia Slims, Merit, and B&H. 
Obviously, we want broad penetration, but priority accounts should be those where 
sales of our premium brands have been affected by competitive promotion (i.e.: Misty 
vs. Virginia Slims). 

Region has done a good job with promotion utilization recently, but we are much too 
slow in selling and placing promotions. You should pre-plan and pre-sell your accounts, 
so that 100% of our allocation is ordered from PMExpress by March 31, 1994. if we do 
not do so, we are in danger of falling behind on promotions and either losing some of 
our allocation or not taking full advantage of it. 

Good Selling! 
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